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WEB WORK
WESCO Sales Coaching Microsite

Coaching – Opportunity Creation
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Big Picture Understanding and Communication Being Action Oriented to drive Results Understanding of opportunity close versus development Driving RPA as true method to manage portfolio & opp creation Use Value Proposition to advance opportunities Develop Strong relationships early in customer cycle Driving Results

-Daily Commitment 
report (YoY):  -
Branch Performance 
to budget and 
forecast MTD Sales 
& Margin
-SB Performance 
Dashabord

Start Coaching 
Session

Provide update on 
overall branch 

performace

Provide Update on 
Company/Industry/

Supplier news & 
Performance

-Leadership Link
-Industrial Journals
-Recent Exec 
meetings with 
suppliers
-David S. market 
intelligencve

-Rep understands 
contribution to team 
effort and their 
contribution to the 
branch

Rep is engaged on 
latest macro items

Provide an 
interpretation of the  

Performance 
Dashboard

-Performance 
Dashboard

Manager confirms 
Sales Professional 
active in current 
performance

Provide update on 
prior meeting 

actions

Opportunity 
Creation is the 

priority?

-Task Screen in SB
-Task Screen export 
to RAIL if more 
comfortable for 
discussing

Confirm Rep Acted 
on Actions

Provide Feedback on 
prior week actions 
and ensure Sales 

Professional is being 
supported 

Confirm Rep is 
supported & 
resources are being 
leveraged.

-Task Screen
-Resource Engaged 
field

Actions will 
produce results?

N

Y

Confirm Top Targets 
for opportunity 

creation in the next 
week

-RPA coaching 
screen
-Confirmed Calls
-Single Sales 
objective for each 
call
-Confirmed Decision 
Makers for each call
-Checkerboard

-Understanding of 
top opportunities 

Does the Single 
Sale Objective 
add value for 

Supplier/Client?

Provide Coaching on 
Single Sale 

Objectives & 
Behavior Skills

N

-Manager coaching 
the coach
-Value Proposition 
by customer 
segment
-Aligns our unique 
insights to key 
customer priorities, 
reframing the way 
customers view 
their business
-Engages the 
customer by 
deliberately linking 
their business 
priorities to our 
value proposition

-Rep learns

WESCO Value 
determined by creating 

new demand/pipeline or 
acclerating an existing 

opportunity through all 
decision paths.

Client Value determined 
by addressing a client 
current/future goal/

challenege/neeed

Refine/Create the 
objective/outcome 

in the Salesbook 
activity including 
how to leverage 

supplier

Y

-Conversation from 
prior steps 
-Supplier Resources

-Updated SB Activity

Document Actions 
to get Early and High 
in the client decision 

journey

Early and High? Provide coaching on 
Early and HighN

-Leading the clients 
decision process 
*Provide Printout
-Salesbook 
Opportunities

Rep recognizes why 
and how for Early 
and High.  Actions.

Provide Market 
Intelligence

-Market Intelligence 
the manager can roll 
up to the whole 
organization

-Customer 
conversations
-Supplier insight
-In-Network intel
Competitors

Single Sale Objective:  
focus of any sales call - 
the product or service 

you are intending to sell 
to the customer

Recap Support 
Needed

Y

Actions documented 
as an activity in SB

-Prior coaching 
conversation

Commit to Support 
Actions that enable 
sales professional 

success

-Prior coaching 
conversation
-Roadblocks
-Checkerboard
-SB Activities

Confirmation of 
needed support

SB Activity Actions
Personal RAIL

-Prior conversations

Move to 
Opportunity Close 

Stream

Interpret the RPA 
Coaching Screen Top 

to Bottom
Y

-RPA Coaching 
Screen

-Mgr understands 
where time is 
invested

Provide Coaching on 
where to spend time 

to create 
opportuntities

-RPA Coaching 
Screen
-Checkerboards
-Product Category & 
Customer Segment 
value propositions.

-Actions to close gap

Data must be accurate in 
Salesbook, otherwise 

every step after this will 
be based off bad data

End

Early & High:  Enter our 
client decision journey in 
the discovery stage with 
the client s executives. 

Overall Strategy:  Every Sales Rep makes more money by developing ability to open and close 
opportunities

Goal with Process:  Maximize efficiency with right people, right measures, and leveraging 
Salesbook to help drive

Customer:  This is specific to the one hour weekly coaching session, but relies on the customer 
meeting data. 
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